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ANALISIS PENERAPAN BAURAN PROMOSI  





 Penelitian ini bertujuan untuk mengetahui bagaimana penerapan bauran 
promosi di Kusuma Sahid Hotel Prince. Selain itu untuk mengetahui kendala apa 
saja yang terjadi pada penerapan bauran promosi dan mengetahui bagaimana cara 
mengatasi kendala yang terjadi pada penerapan bauran promosi di Kusuma Sahid 
Hotel Prince. 
Peneliti menggunakan teknik pengumpulan data berupa observasi dan 
wawancara. Metode observasi dilakukan dengan pengamatan langsung ke 
Kusuma Sahid Hotel Prince. Metode wawancara dilakukan dengan tanya jawab 
dengan pegawai Kusuma Sahid Hotel Prince. 
Melalui penelitian dapat ditarik kesimpulan bahwa perangkat promosi 
penjualan perseorangan (personal selling) merupakan perangkat bauran promosi 
yang paling efektif karena melalui penjualan perseorangan, dapat langsung 
bertemu dengan calon pelanggan atau konsumen. Perusahaan dapat langsung 
mempromosikan dan menawarkan produk dan dapat berinteraksi langsung dengan 
calon pelanggan atau konsumen. Akan tetapi perangkat bauran promosi lain juga 
berperan penting karena dapat mendukung dan melengkapi kegiatan promosi yang 
dilakukan. 
Penulis memberikan beberapa saran, salah satunya adalah diharapkan 
kedepannya Kusuma Sahid Hotel Prince dapat mempertahankan eksistensi 
melalui promosi yang semakin baik dan berkembang. Lalu pemanfaatan media 
sosial sebagai promosi dengan membuat video yang menarik. 
 
Kata kunci: Bauran Promosi, Periklanan, Penjualan Perseorangan, Promosi 











ANALYSIS OF IMPLEMENTATION PROMOTIONAL MIX  





The purpose of this study is to find about implementation of promotional 
mix in Kusuma Sahid Hotel Prince. This study also meant to find out the obstacles 
on implementation of promotional mix and to find out how to solve the obstacles 
on implementation of promotional mix in Kusuma Sahid Hotel Prince. 
The writer uses observation and interview method to gain data. 
Observation done by supervision in Kusuma Sahid Hotel Prince and the interview 
done by asking questions to the official of Kusuma Sahid Hotel Prince Solo. 
Through this study, we can conclude that promotional mix’s tool personal 
selling is the most effective because through personal selling can be directly to 
consumers. Company can directly promote and offer their products and they can 
interact directly with consumers. But, the other promotional’s tools also have 
important roles becuase the other tools can support and complement for 
promotion activities. 
From the result of this study, writer gives some suggestion. In which 
Kusuma Sahid Hotel Prince should be more active for maintaining the existense 
through good promotion activities and good progress. And using social media as 
the media promoted by making videos that are interesting. 
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“The way to get started is to quit talking and begin doing.” –Walt Disney 
“It’s okay as long as you know where to start, know what you’re doing, and 
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